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HAJJIOH MWMJAWA — 
TPATHOMOHAJIHA HHCTHUTYUHWJA TPrOBHHE UH 
APY WITBEHUX KPETAIKA 


Caxetak: TpaquuMoHasHe HHCTHTyUMJe TProBHHe OpraHH30BaHe Kao Ballla- 
pHlITa IipeyzctaBsbajy ofpehena TpxKuWIHa HM ZPyWTBeHa KpeTaha y TPrOBHHH T0JI0- 
BHOM poOoM H ApyrvM Npou3Boya Koj Cy CBOjCTBeCHH TaKBMM MecTuMa. JeqHa oF 
TaKBUX HHCTHTyUMja je HOBOCaACKO Ballapulite MosHaTHyje Kao Hajson mujana. Pay 
oOyxBaTa KBaHTHTaTHBHH M KBaJIMTaTHBHH MeTOAOJIOWIKH TPHCTyI Kako On ce pa- 
3yMella IIpHposla HW 3Hayaj OBAKBHX Mjalla y cBeTy ca MoceOHHM OcBpToOM Ha Hajon 
nujauy. PesyTtaTu ucTpaxkuBalba Toka3yjy Ja WposaBlu Ha WHjalld Mopajy HHTeH- 
3MBHHje HU MHBCHTHBHUje Wa Boze Oa3sy MosaTaka O KyIWMMa Ha OCHOBy Hayeya 
MapKeTHHIUKHX KOMyHHKauHja. LlenokynaH mpolec TproBHHe 3acHoBaH je Ha HHTe- 
pecuma kyllalja H MOTpowiaya y Buy WM4He caTucdakunje. Moges pa3Boja oBe 
TiHjalle TeMeJbH Ce Ha MHBECTHLWJU y OllepaTHBHe OyKe NpoaBalla Kako Ja cIly- 
He MHTepec MOTpomwaya WM CTpaTelKOM y CMMCJIy OTKIaHarba HesoctTaTaka y HH- 
(ppacTpyKTYpHOM H ylipaBsbayKOM CMMCIly. 

K.pyune peu: HajJIOH Mjaua, poOa, TproBHHa, mposaBuu, WoTpomwayn, 
UpylTBeHa KpeTaba 


YBo 


Hajs0H Tujalla je chelWjaiM30BaHa TpxKHWIHa MHCTHTYWWja Ha KOjO] ce mpo- 
qaje pasHoBpcHa poba LIMpoKe NoTpourHe, Bohe uv HoBphe, nomoBHa poOa, aHTHKBH- 
TeTH, HaMelTaj, WpBeHa rpaha, orpeBHO ApBO, CTOKa MH Mpou3BoAH 3a cToKy. Yuiora 
cTOUHe TiMjalle y caBpeMeHoM Joby je cMarbeHa asiM ce Tpryje KyhHuM JbyOuMuMMa 
MW XpaHoM 3a UX. JeqaH Of HajcTapHjux BUAOBa TProBHHe y TIPOWWIOM Bpemeny je 
TproBHHa MOJOBHUM ayTOMOOMIHMa Koja y 400a HHpopMaTHyKe epe ryOu TpxUI- 
HH MOTeHIMjal Ca HHTEPHET TPrOBHHOM, TprOBHHOM ayTOo Kyha u mposajHux caona 
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MOJOBHHX ayTOMOOMIAa TIpaBHHXx u dPu3sn4Kux Tua. Wpema Kkiacupukanyjn Wesat- 
HOCTH HajJIOH THjalla cllaya y TpayquuMonamHe Manndectayuje. Ipema 3axony o 
Tprosunu Pemyosuuke Cpouje TpaquuMoHamHe MaHndectauje cy Ballapu, dectu- 
BaIH HM pyre MaHudectauMje Ha KOjHMa ce y CKJIONY KYyJITypHHX, My3H4KHX, 
CHOPTCKHX HM APyrux WpylWTBeHHX aKTHBHOCTH, Mposaje opehena poOa/ycuyre, a y 
ckiaqy ca oOMYajHMa Be3aHHM 3a OBUjare THX aKTHBHOCTH HM 3a TO Mo”pyyyse. 
AunasIM3upajyhu cTpyKTypy TproBHMHe Ha OBO] MHjalld MO%KeMO je 10 OBOM 3aKOHy 
CBpCTaTH y Balllape. 

Aanac Hajnon mujaua 3ay3HMa ToBpuiMHy of oKoO 38.000 M2. On ykymHo 
2871 mpofajHux Mecta, 509 je npegzBuheHo 3a mposajy NOOBHUX ayTOMOONIa, a y 
u3rpaheHuM oOjektuma y OKBUpy Mjatle Haa3H ce 25 mocNOBHHX Mpoctopa u 3 
pacxjlaqHe BUTpHHe. (www.nstrznica.co.rs). 

3a JelaTHOCT KOjOM ce OaBH OBa TIMjalja NOCTOje MpOcTOpHU HM Tp»xKMUIHH yc- 
nopu. Hlopehana ucKkopuumhenoct mujaye u yBehaHu mpuxoy Mory ce ocTBapHTH 
yCBajalbeM H CrIpoBoherem afleKBaTHe MapKeTHHT CTpaTernje NOHyZe pobe a MCKO- 
puuthenoct mpofajHux MecTa 3a TIpofajy ayTOMOOusIa IpoMOLHjoM mpomaje u cTH- 
MyJIMCalbeM Kyllalla H MOTpowlaya Ja WoceTe mujally. 

XpaHa HW CHpOMaLITBO yBeK cy feo HM Oe30emHOCHOor pu3Hka. ComnjamHa 
yIpoxeHocT HajBehuM JeoM yaje UpHoputTer OyBJbHM TMjallaMa UM ciipeyaBa 
otyherme Mehy sbyquma. Ilopact Opoja craHoBHHKa, CHPpOMAaLITBO, Olpeyebyjy Jby- 
We Y COMUMjasIHOM H KyJITypOJIOWIKOM CMHciy Wa WocTaHy cTasIHH MoceTHOUM Mmujawa. 
Opsaj aciieKT JOMpHHOCH U ApyWITBeHO] Oe3beqHOCTH y CMHCIy Haylakera Hada 
3a 3aJ]{OBOJbeHe HHHXOBHX oTpeba. 


Kaya cy y WuTamy MeTOse, HCTpaxHBakbe ce Oa3npa Ha IpHMeHH ToceOHux 
MeTOJla Ca3Halba MH MeTOa MapKeTHHT HcTpaxuBarba. lopez octammx MeToya Ko- 
puuthen je KOMMapaTHBHH MeTO], MapKeTHHT MCTpaxkMBalba KOjH MpeycTaBlba KOM- 
OMHalMjy MCTOpHjckor MeToya H MeTOZa MapKeTHHT UcTpaxkuBatba. TpaqMunonai- 
Ha IIpHMeHa HCTOpHjckor MeTOya Wocmatpa ce H3 yrsia MOCTOjawa OBHX TMjalla y 
CBETCKMM pa3Mepama ospelhena je tyTeM HHepunje Koja ce orsieya y ynopehuBawy 
Hajj0H TMjalle H 3Hayaja OBUX TMjalla y cpery. AHKCTHH YIHTHMK y HCTpaxKMBalby 
KOpHCTH ce KaO MeTOJ| MapKeTHHT HcTpaxnBarba. Y pally ce Kopucte moceOHe Me- 
TOWe ca3Halba KaO aHasiM3a MW CMHTe3a, MeTOMe CTaTHCTMYKe OOpage TogaTaka y 
Buy Tadena u rpadukona. Ilopeyq noMeHyTux MeToAa TocebaH BHA ca3Haba Up 
ce H3 MCTOpHjCKHX cTaBoBa JbyaH oO Hajnon mujayu. Woceban Buy Teopujckor Jon- 
puHoca ucTpaxuBalby Oa3upa ca Ha COICTBCHOM Ca3Halby HW MCKyCTBy ayTopa Koji 
ce Ayro 6aBv OBOM TIpoOsJIeMaTHKOM HM CeKyHAapHux u3Bopa HHpopmaunja. Ln je 
IIPHMCHOM MeTOJla MapKeTHHT UCTpaxuBaklba yKa3aTH Ha MCTOPHjCKH VM pyliTBeHH 
3Hayaj Hajson nujalle y TproBHHH HM MpOueHUTH MepciieKTHBe HeHOr pazBoja y Oy- 
myhuocrn. 


3na4yaj TpayqMuMOHaHMX Wjala y cBery 


Y ruo0anHOM CMMCIy, NpojeKuMjy pa3sBoja WHjagHe WelaTHocTH TpeOa Tpa- 
%KUTH M3Mehy Aasber caypxajHor obOorahuBawa ToHyse, UNdpactpyKTypHor 
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ypehera u onpemata injalia, Ha JeqHOj, H OYYBalby HUXOBHMX CielMPUYHOCTH, Ha 
pyro] crpanu. (Jlospeta 2008, 281). 

Jlakne, KOHWeHTpauMja TOoHyAe y ri00aIHOM TpxXHUITy MoxKe ce moBehaTu 
CerMeHTalMjoM TpxKHUITa. CerMeHTHpaHH MapKeTHHT OMoryhaBa NOHyAy MOuOBHe 
poe, WeHa MH ycMepaBalba KaHalia AMcTpHOyuMje Ha BalllapHuita u pooOue mnujate. 
TlosumMoHupare OBHX TMjalla WoAaTHO he nopehatu uHppactpyKTypHoO ypeherwe u 
KBaJIMTeT yclyra IposaBlyMa. 


Haj.ion nujalja y KOHTeKCTY pa3BoOja TproBHHe 10.1I0BHOM pooom 


Cneuuduunoct Hajson mujave je TproBuHa KopuutheHom poOom koja ce jour 
MO%Ke KOPHCTHTH 3a MpBoOuTHe HameHe. KopnutheHom poOom ce mory cmMaTpaTH 
CBH OHH IIpou3BOH CeM KO3MCTHYKHX IIpeliapata, mpexpaMOeHHx IIpon3B0ya u 
IIpOH3BOM Of IWICMeHHTHX MeTasIa HM Aparor Kamera. Tayan Opoj nocetusaya Haj- 
JIOH TlMjalle HWje cTaTHCTHYKU BoheH u OOjaBsbeH. Hopocaycka HajJIOH TMjala pay 
TleTKOM, CyYOOTOM HM HeyesbomM. AKIeHaT aHasIN3e Je pawl HeeCJbOM KOjH MMa Tpayu- 
UHOHaIHO YIOpHUITe WH ApyUITBeHH HM COlMjayHH 3Hadaj KO CTaHOBHHKa HOBOr 
calla. 

Y muiany je 4 WpusarohaBate OKOJHUX yIMa WoTpeOama oBe TMjalle, LITO ce 
Iipe cBera OJHOCH Ha 3HaTHO ToBehate MapKHHT MecTa 3a MOCeTHOLe, KOJHX je a- 
Hac HeJjeJbOM HoHeKay UW Bue O71 50.000 xusbaga. (Www.nstrznica.co.rs). 

HajoH WHjalja Hactasia je Wie3qeceTux TroquHa Npowwior Beka Kao Mojequ- 
Ha4Ha Tposlaja mouoBHe pobe. IIpocropHum wuperHem Tonya pobe je pacia a m0- 
Hyja ce IpowMpwia UM Ha AHTHKBUTeTE, CTape ypehaje, NoOBaH HaMelTaj, orpeBHO 
pBo, WpBexy rpahe, croxy u crouHy xpany. Pauynajyhu nonyazy u TproBMHcKy 
MoryhHoctT rpayja oBa TMjala je Woctasia HeeJbHU CKOpo OOaBe3HH aH HoOBOCcahana. 
Heyesba je noceOuo Ousa 3Ha4ajHa Y TprOBHHH NOOBHHM ayToMOOMmHMa. Yak ce 
TleTKOM Mopasu Wohu Ha WMjally Wa Ov cTe MOrM MposzaTH Bal ayTomoOumn. Tpuze- 
CeTHX TOAHHa Npowwor Beka MH MpBUX eceT roquHa OBOF BeKa HajJIOH Hjalla je 
Ova HajBakKHHje MeCTO TproBHHe MOJOBHHM ayTOMOOHsIMMa peruje BojBoguua. 
TlojaBom mpHBaTHHx pezy3eha Koja ce OaBe OBHM TIOCJIOM JaBHJIa ce BeOMa 030H- 
JbHa KOHKypeHunja. loceOuo je FouMI0 10 O30uJbHOr Taya Mpofaje MOJOBHUX ay- 
TOMOOHJIa HAKOH MacoBHe IIpHMeHe MHTepHeta y mposajH W KOMyHuKayHjH. Hajson 
THjalla U Waybe Moxe 3ayqpxaTH O”peheHu HUBO y UpozajH NOMOBHUX ayTOMOOMsIa 
nlopehawem KOHIeHTpaluje MOHyAe Apyrux Npou3Bosa HM Apyrux HHTepeca KOjH ce 
MOTy OCTBapHTH 3a TIposaBue H Kynue Ha mujauu. Crpareruja oMoryhaBata Oosber 
ypehera u mpvia3a Wujau cBakako he omoryhutu Behy KoHUeHTpalljy MOHyze. 


Pe3y.1TaTH eMIIMpHjckor HcTpaxkuBawba 


Uctpaxupatbe cTapopa Hopocahana o HajsoH mujallu cipoBeyeHo je y ca- 
MOM IleHTpy rpajia Ca I[MJbeM Ca3Hakba OOJCKTHBHOF MUIlJbeha Oe3 MpeKTHOr Mpu- 
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cyctBa. Ha y30pxy og 400 croruHa rpahana y mepuony og 1-15.6.2021 rogue Ha 
KOHKpeTHO TIMTatbe wiTa 3a Bac 3Hauu Hajson mujatla ofroBop je Ouo cuegehu: 


— Muoro mu 3Haun 60% 
— 3Haqdu Mu 35% 
— He 3Hauu mu 5%. 
JJa mu cte nocetummu HajoH mujatty ofroBop je Guo crenehu: 
— Ia 85% 
— He 15%. 
Ja 1M WuaHupate u abe a uqetTe Ha Hajnon mujatty: 
— Ja 65% 
— He 3Ham 20% 
— He 15%. 


AnasM3upajyhu HaBefleHe mogaTKe BuauMO ya je Hajnon mujaua ocTaBusa 
yOoK yTucak y cBecTH HOBOcahana. Oxo 60 roqnuHa y ceBepHoM mpegrpahy Hosor 
Caya moctoju Hajon mujaua Kao jeqaH of cuMOoma rpaga. AKo He padyHamo caB- 
peMeHe rioOamtHe MaHudectayuje, ypOaHe KysITypHe Aorahaje, cnoptcke MaHudec- 
Taluje, JOKasIHe KyJITypHe H pylirBeHe MaHHdectaluje, cBe ocuM Tora ,,Hajson 
je Bue of mujaue. HajsnoH HeqeJboM je ToceOaH Aorahaj u 3aOBOJbCTBO y CMHCIy 
KYNOBHHE Mpou3Boja KojH ce He Mory Hahv Ha ApyroM MecTy, cycpeT u couMjaHH 
KOHTAKT Ca TO3HaHHUMMa H UpljaTeJbuMa Ia Yak MW pay Jopyyak ,,lJbeckaBnila~ Ha 
Tl03HaTOM Mecty. Huje 4yaqHO WITO y Hapogy MocToju Mucao Ha Hajnony ce Moxe 
Hahn ,,cBe of uruie Oo JOKOMoTHBe“. Ha ocHoBy JIMYHOr yTHcKa ofa3ehu Ha mMjally 
youaBamo Jia je BehvHa Kylalla ylo3HaTa ca poOom, MecTuMa MIpogaje, AoOpoj m0- 
HYM, BCLUTHHY KyMoBuHe. Tako3BaHo ,,eHKarbe“ Ha Hajsion nujalu ofBaja Hac Ha 
TpeHyTak OJ caBpeMeHHX WeHTapa TproBHHe aM moszceha Ha HeKe CBeTCKe JjecTH- 
HalMje re je WeHKakbe Weo mpoleca Nporaje U KyMOBMHe. 


UctpaxKuBalbe cTaBoBa NposaBala pode 


Kaya cy y UMTaby CTaBOBH MpofaBalla pobe HCTpaxkKHBa4KO TIMTabe je cTpy- 
KTyMpaHo Tako Ja OWeHH 3aOBOJbCTBa TIpoyaBalla MecTOM IIpoaje. Passor ofabu- 
pa OBOr TMTaba Mpou3Hs1a3 W3 HeMocpesHOr ca3Hakba Ja je TpoyajHo MecTo BeomMa 
BaoKaH CerMeHT Tpogaje. UctpaxuBatse je cipoBeyeHo Ha y30pKy of 50npoyapara 
KOjH Mposajy MoMOBHy poOy, aHTHKBUTeTe H CBe [pyre CTBapH CeM ayTOMOOMJIa y 
tepvogy of 6— 20.6.2021 roqune. Uctpaxupatse je o6aBsbeHO y3 NOMOh aHKkeTHOr 
yIMTHUKa CTpyKTyMpaHor Tako Ja je cBaKH MpozaBall Morao Ja 3aOKpy2KH 10 jeqaH 
of cueqehux ofTopopa: 3a0B0JbaH, OATOBapa MH, MOTO Ou MH OoJbe, HHCaM cury- 
paH UM He3aqoBoJbaH.JeqHa 0] OMTHUX CTaBKH Y CacTaBJbaby MMTakba je THMOOrMja 
caroBopHuka. JeqHa Of HajBaxkKHHjHX KapakTepHcTHKa OBHX TIposaBata je mpodecu- 
OHAJIM3aM KOjH Ce CacTOjH H3 Uyeje HW KOHYerTa Koju he uM ZoHeTH ycrex. Huxos 
yctiex je ipusarohen noTpebama cBojux Kytalja HM WoTpomaya. 
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Tadesa Op.1. Pesyamamu oyene 3a0060/ocmea npodasaya npodajHum mMecmom 





Ja 1M cTe 380BOJbHU MpoyajHuM MecToM IIpoceyuHa BpeqHocT CTaHyapyHa WeBujaruja 





3anoBosbaH 4,1 0: 0.57619441163552 





Oxropapa MH 3,6 





Morno 6u u Oosbe 3,5 





Hucam curypau 2,8 








He3aq0BosbaH 2,5 





Tloqaiju “3 npeTxonHe Tabee Ham MoKa3yjy MpoceyHy BpeHOCT 3aOBOJb- 
CTBa posaBalla WpotajHuM MecToM. 3a{0BoJbHO Je 4,1 mpoyapatia 3,6 je onroBopu- 
JIO a MM OfToBapa, Morsio Ou u Oosbe 3,8 TOK HHje curypHo 3,5 a cBera 2,5 je He3a- 
TOBOJbHO. IIpoceuHa BpeHOCT Meperba 3a0BOJbCTBa TIpoOMaBalla NpoyajHuM Mec- 
ToM je of 2,5 no 4,1. Kako ce Hallie 3aKJby4YHBakbe CIpOBOAM Ha 6a3H y30pKa IIpo- 
Ce4uHa BpeHOCT 3a 0BOJbCTBA MpOaBalla poyajHuM MecTom je 3,3.OBa olleHa 3a- 
JOBOJbCTBa MOcMaTpajyhu ykymaH Mpoctop muMjalle mpeszcTaBsba WocTa WoOpy mo3n- 
unjy 3a BehuHy mpogzapata. UctpaxuBartem cy oO6yxBaheHu CBH peoHH rye ce Mpo- 
Taje MouOBHa poba HU Apyru mpow3Bo0 NH. 


CraHyapaHa rpeuika je 0,3742 a craHqapyHa eBujatuyja je 0,57619441163552. 





Pe3yTaTu OWeHe 3afOBOJbCTBa 
npofaBalia NposAajHumM MecTom 


5 

4 

3 

2 4 

| @ Pe3yntaTu oueHe 


3a M0BO/bCTBa NpOsAaBalla 
4 mie , se npofaj Hum mecTom 
































Xuctorpam |: 3ad0eo/ecmeo npodaeya npodajHum mecmom 


Kaya cy y NuTamy NposaBllw Ha KOHKPeTHO MHTambe Ja JIM CTe 3aOBOJbHU 
I[eHaMa 3aKyHuHa (MmMjayapuHa) onroBop je cmenehu: 

— Lene cy sucoxe 38% 

— Lene cy peamne 40% 

— Lene cy nmoposbHe 22%. 

Ako aHasIM3upaMo lpeTxoaHe noyjaTke BUAMMO a 40% mponapalla cMatpa Ja 
cy WeHe pease, 38% na cy WeHe BUCOKe, 20K 22% cmaTpa fla cy leHe MoBosbHe. M3 


HaBeCCHOr CC MOKE 3aKJbByYAUHTH fa Ou mpoyaBuu Ounu 3a7OBOJbHH MalbHM CHHKEC- 
hHeM Wee 3aKyIHHHEe. 
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Ha KOHKpeTHO IHTate la JIM CTe 380BOJbHM yCJIOBMMa pala Ha MMjaliu on- 
roBopH cy cuegehu: 
— 3aqoBosbaH 45% 
— Jlemmmudo 36% 
— Hesayosospan 19%. 


V3 mpeTxogqHO HaBeyeHux HosaTaka yBuhamo Ja cy NpoqaBl yrlaBHOM 3a- 
JOBOJbHU YKYNHMM ycIOBHMa pajla Ha mujauu. Ha ocHoBy KOMyHMKalMjCKHXx ca3- 
Halba HHXOBE TIpHMeOe ce yraBHOM OJHOCe Ha IpyKarbe WOMATHUX ycslyra 3aky- 
noyaBla Ha WHjaln. 

Ha KOHKpeTHO TMTawe Ja JIM CTe 3aQ0BOJbHM MpozajoM OFToBopu cy OnIH 
cneyehu: 

— Jloopa 48% 
— 3anoBosbaBajyha 27% 
— Jloma 25%. 


IIpogaja je HajBaxHuju Jeo Wpoleca TproBuHe. 3af0BOJbCTBO TIpoyajom Uc- 
Ka3a0 je y IIpoleHTHMa BeIMKH Opoj upogaBaua. Takohe je u Opoj 3aq0BOJbHUX 
Buicox. Umax Tpe6a KOHCTaTOBATH Ja je YeTBPTHHAa MposaBalla He3aOBOJbHa. 

Ha noceOHo npulpemMsbeno MHTawe Ja WpoyaBuu caMM HalMLy KOjH je TO 
TIpoOsIeM KOjH MM CMabyje KBaJIMTeT payla M OOMM Mposaje o”TroBopH cy Ons cue- 
nehu m0 Opojy WaTux OToRopa: 

— Hemoctatak cpeycTaBa Koy kymava/moTpouraya 

— Bucnuua 3akynHHHe/nMjarapHne 

— Ipomena HaBuka kylialja 10jaBaM KOHKypeHunyje 

— Hegoctatak nomohn u nogcTuyaja 3a Wpoyapie Ha mHjaln 
— Hemto zpyro. 


Oso uTatbe je ToHyheHo Kao OTBOpeH OZTOBOp Tako Ja cy UcMMTaHHUMMa 
OMIM WO3BOJbeHH CHOOORHO dopMysIMCaHH OTOBOpPH, KOHCTatTalluje, cyrecTuje, 
TipHMeyOe Hf CIM4HO. 

Kaya cy y WMTamy MposzaByy ayToMoOma Ha y30pKy of 20 npogaBata y ne- 
puogy of 6-20.6.2021 roquHe Ha KOHKpeTHO MIMTabe a JIM CTe 3a{OBOJbHU yCIIO- 
BMMa IIpoflaje ofToBopH cy OusH cuezehn: 

— Jla 68% 
— He 32% 
Ira je Hajpehu npoOsem y npoyaju ayToMoOnsa ofToBopH cy Gus cuezehn: 
— Konkypenunja 43% 
— Hegoctatak cpeyctasa 49% 
— JIpyru mpodsemu 8% 
Ira Tpe6a npezy3eTu Wa On Npogaja Ouna Beha: 


— Omoryhutu ocHoBHy posBepy Bo3Ha Ha caMoj MjayH 37% 
— TIpomosucatu mujany 35% 
— [Japkuur mpoctop oko mujare 28%. 
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IIpeTxoqHu cTaBoBH NposaBalla MOJOBHUX ayTOMOOMIIa yrIaBHOM Cy Tlo3HaTe 
uMbeHuLe Ca camor TpxKHWITa. HuxoBu ofToBopu Mory Mo_cTahu WoHOcHOLe of- 
JyKa Kako J[a ce cajlallibe cTale mpoMeHH. Y HacTaBKy payla Bue hemo oOpatuTu 
TlaKHy Ha CTaBOBe O3HaTHX ayTopa Kajla cy y WMTawy edeKTH y TPrOBHHU y BUY 
JIM4He KOMYHHKalnje ca HOTpomaynMa. 


CouujasHo - TICHxXOJIOWIKa KaTeropuje IpeyctTaBsbajy MoceOHy BpcTy cr0co6- 
HOCTH Koja ce 3aCHHBa Ha CKJIOHOCTHMa 3a OOaBJbabe OApeleHuXx BpcTa MOcOBa 
KOJH Mopey, MOCMOBHUX CMOCOOHOCTH Tospa3yMeBa HM Bpllewe yTHLaja Kpo3 Henoc- 
peHM BU, KOMyHUKalHje, a y Wnsby NoBehata, Oosber pa3yMeBakba y CBPxy MOcTH- 
3aHba NO3HTMBHUX MOCIOBHUX edexata. (IIpauh 2021, 99). 

YouaBamo Ja M3 HaBeyeHOr Npov3na3H Wa OBe KaTeropuje y COMMjasIHOM u 
KOMYHHKallHjCKOM CMMCJIy IpescTaBsbajy CHocoOHOCTH MposaBalla Ha WMjauu a 
yTuyuy Ha kyle a Kye poby. IIpogajom ce ocTBapyjy MocuOBHH edeKTH UM ToOBe- 
hapa HuBO M yrorpajHOCT HellocpeqHe KOMyHHKallvje a WpoaBall YHHU ycriell- 
HUM. 


YoounuyajeHo je Wa ce cerMeHTalluja MOTpOWada BPI MpeMa HeKOM OJ cie- 
jehux KpvtTepujyMa: ocoOvHamMa ToTpolmaya, ocoOMHamMa TIpovw3Bosa, WOHallaby 
IIpH KyMOBHHH, KBaJIMTeTy 3aXTeBaHe YCJIyre, BPeHHOCTH Koja ce OcTBapyje UH Apy- 
TMM KpHtTepHjyMuma. (Bailey u gzp., 2009, 159). 

OpurnMbaHocT cerMeHataluje NoTpomaya Ha mMjauM je ounrnequa. Uqen- 
THPUKOBawEe MoTpeOa NOTpomaya MONOBHe pobe MocebaH je cerMeHT ToOamHOr 
TpxKHUTAa. OBY MOTpOWadH ce pa3yIMKyjy 10 MHOTMM KapakTepHcTHKama a yCcrIelwHH 
TipogzaBuu Mopajy Hahu HajyHocHuje of Hux. Mehytum, caBpeMeHe OKOJIHOCTH 
W3a3HBajy TapreTupake KOHKypeHunje MU pa3sBujawy mposajHe ctpateruje Ha mHja- 
WH. 


UctpaxusBale craBosa Kkyllaua WH WOTpomaua 


CatuciakuMja NoTpoulaya HacTaje KpajeM Mpomuwior Beka Kayla je OOjeKTHBHO 
HacTaylio HM MOTpowayKo ApyuiTBo. Catucdakynja noTpomaya mpema Dzavalgiju 
cacTojH ce u3Mehy Tp MoBe3aHa KOHIelITa, IPB KOHIelT jep OUeKHBalbe OF TIPOH- 
3BO1a OMHOCHO HcIlopyyeHe yclyre, pyr KOHUEIT je HcilyHaBalbe NOTPomayeBux 
oueKHBalba, a Tpehu KOHUenT je Topehewe WoOujeHe ycmyre ca mpeTxoqHuM 
OUCKHBalbuMa. Y akaeMCKOj JIMTepaTypH HM Wpakcu MOCTOJM BeIMKH Opoj McTpaxKH- 
Baba caTuciakuwje MOTpouiaya Kako y OONacTH Npoyaje MpousBoya Tako uM MCTIO- 
pydennx ycuyra. Kaya je y nutamy caTuciakuuja NoTpomlaya Ha poOHHM TMjaljama 
tlocToje ofpehenu payoBu Koju oOpahyjy opy mpoOsemaTuKy aM HeOBOJbHH. 3ax- 
TeBH Kylalja M MOTpoulaya Ha WMjaljama, a WoroToBy y UpoyajH momoBHe pobe cy 
jocta cneyupuynn. Haume, mau Opoj payosa u cryauja je nocBehen 3a0BoJbemy 
WHTepeca MOTpoulaya Ha poOHHM TMjallama. Crenupuynoct Hajson muyjate je mpo- 
aja MONOBHe pobe, ayTomoOuia M Apyrux mpezMeta. Kaya je y 1MTawYy OCHOBHO 
HCTpa@KHBayKO TIMTawe caTuchakuMje MoTpouiaya yTBphena je ckasla paHrupare u 
YW3pauyHaBalbe IIpoceyHe OleHe 3a CBAKH OATOBOp Ha MOCTaBJbeHO TIMTakbe M0 ciie- 
jehem KputepHjymy: 

— be3 ukakpor 3Hayaja 
— Toroso 6e3 3Hayaja 
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— Matte 3HayajHo 
— 3HayajHo 
— V3y3eTHo 3HayajHo? 


Kynunu 4 noTpomayun Ha noHyheHe ogToBope Aajy oujeHe of | no 5 umajyhu 
BMUIe aliTepHaTHBa 3a CaMy OLeHy HW KOJMKH 3Hayaj] UM Jajy. bpoj ankeTupanux 
totpomaya je 500. Uctpaxupate ycmepeHo Ha Kynle HM WOTpomaye Ha mnHjaln 
y30PKOBaHO je TaKO Ja je aHKeTHpaHo 0 50 Kynatla NeTKOM u cyOoTom. OctamH 
KyUUH/NoTpoma4y aHkeTHpaHH cy HeyesboM. Besuku Opo] aHkeTHpaHHXx HejeJbOM 
MIpov3va3v W3 TpaqMUWOHaIHor 3Hayaja TproBHHe HeAeJbOM H BeMKOr Opoja po- 
jjapalla Kao HW @pekBeHuMJe noTpomauya. pema nogauuma JK Tpxanuua Hosu Cay 
Opoj MoceTusalla NOHeKa, HeeJbOM Mpema3e u 50.000 xusana. 


Tadesa 6p.2. Pesyamamu oyene 3a0060/ocmea nompowayua KynsbeHomM POOOM 





Ja 3M CTe 340BOJbHU KyIJbeHOM pobom ITpoceuna BpeqHoct Cranzapyua WeBnjanja 





Onna 5,1 0,99116093546911 





Muoro oOpa 4,9 





Jlo6pa 4,1 
3aqoBoJbaBajyha 3,2 
Jloma 2,5 














IIpema pa3yiTaTuMa NIpHMemeHHx TeCTOBa 3aKJby4yjeMoO Ja ce mpoceyHa 
BPeJHOCT OlleHe MOTpouiada KyIJbeHOM poOom Kpelie og 2,5 yo 5,1.[[poceuna one- 
Ha 3aOBOJbCTBa HMOTPOlaya KYyIJbeHOM pobom je 3,96. Osa olleHa off cKopo 4 je 
BeOMAa BHCOKa HM HCKa3yjeé OCHOBHO 3a0BOJBCTBO KyMlalla HM NoTpomlaya u3aOpaHoM 
po6om. 


CraHyapyHa rpeuika je 0.5099, a craHnapaHa ZeBpujauja 0,991 16093546911. 
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Ha KOHKpeTHO TIMTaHe KONMKO Zyro oga3utTe Ha Hajson mujaly ofroBopu 
cy Ou crenehu: 
— IIpexo 20 roguna 18% 
— Vismehy 10 u 20 rogquna 35% 
— Mate og 10 roquna 47%. 


3Ha4aj Hajson nMjalle y cBecTH NOTpolaya HcKa3aHa Je H HHXOBHM Jyroro- 
T{MIIHbUM OJIaCKOM Ha OBy TMJally Koja je CBaKaKO HM JJeO HUXOBHX 2%KHBOTHHX Ha- 
BHKa. 
Ha KoHKpeTHO TImTaee Ja JM here u Wasbe Wona3uTH Ha Hajson mujaly ogro- 
BOpH cy OuH ciezehn: 
— la 55% 
— He 3nam 35% 
— Hehy 10%. 


V3 HaBegeHor Ce MOXKe 3aKIBYYHTH Ja MOTPOWAayH U Wasbe y CBOjO] Meprien- 
UHjM Bue OBY TIHjally Kao Jeo TpxKHLITa 3a KyMOBHHy. 
Ha KOHKpeTHO mMTate Koju cy Batu MoTHBH Aosacka Ha Hajson mujaly of- 
roBopH cy Ou coegehu: 
— Besuxu n300p npousBoya 28% 
— Besuxu Opoj npozapana 21% 
— Mory aa ynopeguM poby ca KOHKypeHTcKuM 19% 
3HaM MpozaBia 18% 
Mory ja Hahem mpou3Boye KOjMX HeMa Ha ApyruM MectuMa 14%. 


Ha KOHKpeTHO TIMTatbe Ja JIM CTe 38 0BOJbHM KYyIJbeHOM PoOoM OATOBOpH cy 
Onn cirenehu: 
— Jla 68% 
— He 32%. 


V3 npeTxoqHMx cTaBoBa yBHhamo Ja je BeIMKa MOHY Aa, MO3HATOCT NpozaBua, 
IIpeHOCT Hay] KOHKYpeHUHjOM OCHOBHH MOTHB KOJM ByYe NOTpomaye Ha OBy THja- 
Uy. 3a0BOJbCTBO KYIJbeHOM poOom je BeJIHKO H TIpeycTaBJba WOOpy ocHosy y cBec- 
TH MOTpomaya Koja ra onpeyzewyje 3a KyHoBMHy Ha Hajsion nujayu. 

Ha KOHKpeTHO TIMTabe KakaB je KBaIMTeT MpoH3BOa OATOBOpH cy OmmH cie- 
mehu: 

— Jlobap 42% 
— Cpentu 40% 
— JIour 18%. 


3a]OBOJbCTBO KYIIJbeEHOM poOomM je BeJIHKO HO, MehyTHM MojeqHHayHH KBasIH- 
TeT MpoH3Boya MO*Ke OCTyMaTH OJ YKYMHHX cTaBoBa ToTpomaya. Opa mpouena 
KBaJIMTeTa 3ABHCH OJ, BPCTe HM Opoja MpOu3BONM KOjH Cy KYyIJbeHH y TaTOM MOMeH- 
Ty. Mehytum, oljeHa NoTpomaya 0 KBaIMTeTy, MO%KEe MOCIYKUTH Kao WOOpa OcHOBa 
TpofaBuyuMa a pasBujajy CrpaTerujy KOMyHHKalyje y capxy oOorahuBatba MOHy Ze. 
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Ha KOHKpeTHO TMTabha yKylHe OlleHe MHjalle OAToBopH cy Out cegehu: 
— JJoOpa je 38% 

Moxe u Oosbe 21% 

Behn HuBo ycyra MoTpomiaduMa 23% 

Heyosospan napkunr 18%. 


JloOujenu cerMeHTH MOTpomwaya MOry MOCIYKHTH Kao OCHOBa 3a CTpaTeruyj- 
CKO MO3HUMOHMparbe OBNX TMhjalla Ha TpxKuUITy PerryOmuKe CpOnje amu u Kao T0Ka- 
3aTeJbH CTHUaba KOHKYpeHTCKe TIpeAHOCTH OBMX TMJalla ca CIMYHAM KOHKypeHT- 
CKHM WeHTpuMa. KoHkypeHTCKH TproBHHCKH WeHTpH KojH Wporajy poOy umajy Ma- 
wy ToHyZy. Ho, Mehytum opa poOa je HoBa asM je MU WeHa NpuxBaTJbuBa. Crpate- 
THJCKO MO3HUMOHMpatbe OBHX TIMjalla Mopa OuTH ycMepeHO Ha KOHIeHTpaljy m0- 
Hyye. C oO3Hpom ga ce Ha Hajson nujaun mpogaje u ,,pbupMupana“ NosOBHa poba 
Koja 3a40BoOJbaBa TOOMjeHu KBaIMTeT 3a TaheHy BpeAHOCT, WaHca 3a TpxKHIIHY 
NMO3HunWjy WHjalja nocToju. Y HacTaBky pala ca3Hahemo cTaBoBe Boyeher HaydHuKa 
3 OOaCTH MapKeTHHra HW KOMYHHKaluje 0 JHYHO) Nposajn. 

Jloxa3aHo je Wa je KOMyHHKalyya ,,o ycTa WO ycTa“ HMa BHCOK KpequOnMsH- 
TeT H YCKO je MoBe3aH Ca TIpofajoM, a orsalwaBatbe je camo ,,BapHuwa~ Koja pacin- 
pyje pa3rozop. (Keller u ap., 2012, 460). 

Ha mpumepy Hajimon mujalle KOMyHUKalnja ,,o4 ycTa 0 ycta“ uma mocebaH 
3Ha4a] Y BUY 2%KuBe ped. Y OBOM CJlydajy %KMBa ped MOxKe 3HadHTH MapTHepcTBO 
ca kynuMMa. Ona ce MaHudpectyje Kpo3 OHCKy KOMYHHKalljy u3Mehy mpozaBaya u 
Kynlalla aI Ce HapTHepcTBO MOxe yHallpeqHTH MpOMOBHCabeM TIpoH3Bosa Ha ca- 
MOj TIMjalu MU wpe. 3a{0B0JbHu KyIIM y CMHCJIy KBasIMTeTa HW WeHe KyIybeHe pode 
HajOoJbu Cy IpoMoTepH Mpogaje u oApeheHe eKcKTy3HBHOCTH. 3aOBOJbCTBO TIOT- 
pollaya locTaje cTpaTelika NpeqHOCT HM AHpeKTaH MapKeTHHY KOjH WOHOCH TIpHBp- 
%KCHOCT HU Mpomu;. 

MehytuM, yipkoc ToMe LTO UX NOTPOWIayH MpHxBaTajy, KBaJIMTeT HM Bepojo- 
CTOJHOCT TaKBHX OleHa MoOry ce ZoBecTH y mutate. (Sridhar u gp., 2012, 72). 

Havme, ycilex y KOMyHHKalvj ca MOTpoOuladyuMa HMa CBOja OrpaHHyerba UH 
BepofocTojHoctn. HuxoBa pa3MHUbawa MOry JOMHHaHTHO yTHUaTH Ha HBO HH- 
TepecHux HM TpujaTesbcKux Be3a. M3 Hanpey HaBeyeHOor y KOHKpeTHOM TIpuMepy ce 
lipegaBuha mpoBepa NojaHOCTH eBUACHUMjJOM Uposaje HM MoceTa WpozajHoM MecTy y 
HeKOM BpeMeHCKOM Tepvory. Ja Ou oBaj] KOHLenT MpoBepe NOTpomlayeBux HaMepa 
Koje Ce yBeK MOry JOBecTH y THTawe Ovo BeposOcTOjaH NOTpeOHO je IpHMeHHTH 
CBeTCKa HCKYCTBa H JeTaJbHO BOJHTH Kure Kynalla. 


ApywrTsenn HW ekoHOMcKH 3Ha4aj Haj.1on nujalle WH MepcnekKTHBe pa3sBoja 


Kako ce pa3BHjasI0 IPyWITBO H CKOHOMCKH pa3BHTak Tako je Hajsion mujaia 
uMala ToceOaH HW Apyraunju 3Hayaj. Poba y pean counjamu3my je mpoma3znsa cBe 
Oapujepe HW MojaBbuBasia ce Ha Mujauu. [lomenyhemo camo npuMep (apMepuia Kao 
MOJepHOr 3alaqHOr NpovM3Bofla KOJM ce pa3HHM KaHasIMMa Hasla3H0 Ha Mjalu u 
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YHMHHO je y TOM BpeMeny ospehenn cTaHzapy u ApylirBenu upectux. Pa3Boj mujale 
Kpajem 90 ux rogMHe Mpou3Hia3v 43 TepHoga ,,uiBepua~ kao TOoKa BpeMeHa. Exko- 
HOMCKH 3Ha4yaj WHjalle moctaje cBe Behu pa3BOjeM POOHHX Mnjalla y IWe0] 3eMJbu. 
Pa3Boj CKOHOMHje HW APYLTBa IIpou3Beo je TpxKHWIHY KOHKypeHUMy aM je couu- 
jasHa yora OBMX THjalla IpeBacxogHo 3Ha4yajHa 300r: 


— Besmku Jeo mposaBatia cy Jby 4H Koj cy ocTasM 6e3 Mocsa WIM HeMajy CTa- 
JIHO 3alloclIeHbe 

— Hajpehu qeo kymaya u NoTpoulaya ciajla y KaTeropujy ca HWKUM CTaHyapyqoM 
WIM COUMjaHOM yrpoxeHouhy. 


Tlopey ope 4wnmeHHe Tosa ca TepeHa yKa3yjy HW a BeHKH Opoj ,,103Ha- 
THX JIMYHOCTH Woa3H HeAeJbOM Ha Hajon mujally, WeoM 300r KyMoBuHe (upMu- 
paHHXx MOJOBHHX CTBapH, 300r moceOHuXx orahaja aM uM caMor HajjIoHa HeeJboM. 
Kaya cy y nuTaby mposzaBun pobe Ha Hajson mujal a Ha OCHOBY CBCYKYIHHX ac- 
llekaTa McTpaxxknBakba Iperopyuyje ce cieyehe: 


— IIpuxympare Beher Opoja nHpopMalyja HW MosaTaka 0 MoTpeOama Kyrialla, 
JIMYHUM aPHHUTeTHMa VM CKJIOHOCTHMA, JIMYHHM 2KMBOTHHM OKOJIHOCTHMAa, 
JIM4YHUM BepoBalbiMa Hf yOeheruMa asi HW O KOHKPeTHOM Tpon3Boyy 

— 3a0BoJberbe KyYM4eBHX HHTepeca y MOHYAM, pasyMeBalby HXOBe EKOHOMCKe 

cUTyallWje, HHTepecHo 3ajeqHH4Ka Opura O KyIILly 
Tloqctuyate kyla Ja Jaje cBoje MULIJbere H MHTepece 

— CtTaBsbalbe y HHTepecuy No3Hunjy kya 

Pa3roBopoM aT JO 3Hakba KyTILly a ra pasyMete 

— Hanaxere pelea 3a Kyla Kpo3 MOHY Ay pa3sHux onlnja. 

Visrpafea obocTpaHHx HHTepeca H JOjatHOCTH. 


Ha ocHopy pe3ysITaTa UCTpaxKHBaHba MOXKCMO 3aKJbyYHTH Ja je Wporaja no- 
JIOBHe pobe mocebaH Buy yMeha uv MpodecnonatHoctu. PesyntaT mpofaje Mopa 
OTH 3aN0BOJECTBO TIposajoM rye KaO KOHaYaH pe3yITAaT MMaMO 3aJ}OBOJbHOr Kyla 
WH BoOapy u yBehany npogajy. Cappemeno Bpeme Hf porec riobar3alnje Kpo3 
CHOXKeHE TPxKMUIHE YCIOBe, OTPOMHY KOHKypeHUMjy, Wao je 3aqaTak NpoyaBuumMa 
TOOBHe pode Kpo3 Oopby ,,upca y mpca“ Kopuuthetem No3HaTHXx HOcTyaTa OBe 
pogaje ,,uWeHkarae“ wu OopOy ca OCHOBHHM cTaHyJapaquMa 2%xvMBoTa. Ha ocHoBy 
CHpOBeACHHX pesyJITaTa UCTpaxkHBalba CTaBOBa MIposaBalla, COMCTBCHOr MCKYyCTBA, 
ONMITer 3Hayaja MpOu3BOLa 3a LMP CJ10) CTAaHOBHUINTBa MOXKEMO 3aKJbyYHTH Ja cy 
OCHOBHH eCJICMeHTH 3aOBOJbCTBAa Kyla: 

— IIpou3Bog y cMUCJIy HETOBe KOPHCHOCTH, KBaJINTeTa H BPeHOCTH 3a yJIOX%Ke- 
HM HOBalL 

— [Ipogaja 3acHoBaHa Ha BepOasIHOj KOMYHHKalMjH HW ycOBMMa mposaje 

— Bpeme HakoH pogaje Kpo3 UpH3My pekaMalivja, pelliaBarba MIpHroBopa 
3aMeHe pobe 

— Pa3HM esIeMeHTH y Npodaju KOjH MOry Y4MHUTH KyIIla 3aOBOJbHUM y 
MelhycoOuo yckiaheHumM MHTepecuMa ca TIpoaBilem. 


Ha ocHopy cTaBoBa Kyllalla MW WOTpomaya, caMor 3Hayaja Mjalle 3a rpahane 
Hosor Caya, uckycTBa y KYNOBHHH Koj cy oOujeHu y pa3sroBopy ca MoceTHOuMMa 
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lujalle, toTpeOue cy cieyehe akTHBHOCTH 3a yHalIpeherbe, OUyBakbe HM pa3Boj MHja- 
ue y Oyayhuocru: 
— V3rpaftea noTpoulayesor noBepera IyTeM peszBHhara, HCKyCTBa HM OHOCAa 
ca NOTpomayem 
— CrTBapambe NoHye Ipou3Boya Ha OCHOBY ,,OpeHaa“ y BUY JojasHOcTH H T0- 
Bepera 
— Vsrpaftea concTBeHHx lpaBiia JojasHOcTH Kynata 
— IIpencnmtupatse J10jaHOCTH IPHMeHOM HHTerpHcaHux HHCTpyMeHaTa KOMy- 
HUKalje Ha OCHOBy Oa3e MogaTaKa 
— Teka 3a O2YWIeBJbeHUM KyNWMMa 
— IIpomonujom mujale of] cTpaHe cBHx y4ecHnka y polecy KyMOBHHe. 


V3 npeTxoqHux lpemopyka a MH CounjarHe yore oBux WMjalya, noBpehanor 
Opoja rpayqcKux CTaHOBHHKa yBHhamMo H30J10BaHOCT UH OTyheHe Kor Jbyaqu. Hegocta- 
Tak Toca a WM cBe Apyre couMjamHe Hu Wemorpadcke ocoOuHe JbyqH MOTy y3 O]- 
pehenn jaBHu noscTHua] 3Ha4uTH CHrypHy Kyhy. 

3a orpoMaH Opoj rpalana MepciekTHBe OBaKBOr pa3Boja Worahaja Hucy oGe- 
hapajyhu: Oyayhuoct koja cTojM mpey HuMa je CyMOpHa, a HUXOBa er3HCTeHUMjal- 
Ha yrpoxKeHocT Heymutua. (Jlecnotosuh u gzp., 2017, 303). 

Uctopujcku rieqaHo epolyuuja Wujalla je BesaHa 3a %KHBOT JbyqM. AKO aHa- 
JIM3HpaMo TIpeTXOWHO HMaK MOXKEMO 3aKJbyYYHTH a y CaBPeMeHHM TypOysJICHTHUM 
BPCMCHUMA eI3HCTeHIMjasiHa eCrpOxXKeCHOCT JbyH MOKe OTH CMabeHa yJlararbeM y 
oBe IIWjalle. 

OcuM kKysITyposOuIKHx (bakTopa, Ha Hallie WOHallawe y KyMOBHHHM yTHYy Hu 
IpyWITBeHH (akTOpH Kao LITO cy pedbepeHTHe rpyne, Mopoquua H ApyWiTBeHa ysiora 
u ctratyc.(Kotler u ap. 2017, 159). 

Y pa3yMeBamby OJIMCKOCTH Ca MOTpOWadHMa Hasla3M Ce KJby4 ycriellHe IIpo- 
Taje Ha WHMjayu. Cappemenu riobaHu ycoBu IpexBulhajy cio3Hajy  BepuduKkaln- 
jy MOTpomayeBor NOpOAMYHOT, ApyWITBeHor HW eKoHOMckor cTatyca. Hoga oTKpuha 
O HaMepaMa oTpomaya TpeOa IpHMeHUBaTH Y OKBHPy HOBHX Ca3Hakba VM analiza. 

Tlojapuu oOsMuM DpKaBHuX JaBarba U Wpv3HaBarbe — J[pxaBHa MOoMoh Moxe 
MMAaTH BUIWe OOHKa, KOjH Ce pa3IMKyJy 10 UpHpogu Wate momMohn u To ycOBHMa 
KOjH cy MoBe3aHH ca HOM. (Musojesuh u gzp., 2020, 621). 

Konuent 2pkaBHe moMohv uMa HeCyMHUB yTHUa) Ha yKylaH cTaHyapy cTa- 
HOBHHKa. CTMMyalHjOM TpoyaBalla y JerasM3alujH TproBuHe Ha OBHMM TMjallama 
MOWCTHYe Ce HUXOB CKOHOMCKH MoOKaj MU cTaHyapy kytaya pode. Jlaparuma ce 
MOTY YHalipeaqMTH ycOBH Tpoyaje u MoBehaTu KOHKYpeHTHOCT OBHX TMjala. 

CaM KOHIelIT ycJlyre YHHe Tp CHcTeMa KojH ce mpemmhy: 

— OnepaTuBHu CHCTeM yculyre, HCBUJJbHB 3a Kyle, H Tauke JoMpa, BUTJbUBe 
3a Kye 

— CwicTem ucropyke ycslyra u 

— CuctTem mapketuur ycsryra. (Grando nu gp.,2007,112). 


Aunamm3upajyhu KOHUenT yclyra ca CTaHOBMUITa pa3Boja Hajsion mujalle omne- 
paTHBHe yculyre Mory OuTH y BUAY yBohema TOAaTHHXx HMBOA HM CTaHapya y CaMOM 
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Kopuuthey ycmyra. Cuctem ucnopyKe yculyra Tpeda o6e36equTH Kpo3 CHCTeM 
ylipaBJbalba OHOCa ca KOpHcHuuMMa yciyra. Ha Kpajy TpeOa TyTeM MapKeTHHr 
WHCTpyMeHatTa TpOMOLMje HW3rpaqHTH MHTerpucaHu MOJes KOMyHHKalHje KojH he 
calpkaTH HHTepece MoTpomaya W Kylala, WposaBatla, jaBhor upesy3eha TpxHuua 
W rpay{cKux CTpyKTypa. 

TlocnoBHu ycriex MHjalla 3aBHCH OF CMOCOOHOCTH CTBapalba KOHKypeHTcKe 
IIpeqHOCTH WM OApKaBakha KOMYHHKauMje ca noTpomaunma. (IIpauh u gp. 2021, 
372). 

Vuterpuuryhu Konuent upyxamba yculyra MW MOCIOBHH ycriex Mjalja Mu 3all- 
paBo oOjalimaBaMo CyLITHHY HocTojata mujaua. Mowe ce 3aKJby4HTH Ja cy evie- 
MeHTH MOCIOBHOr yciiexa MHjalla capxKaHH y WIaHCKOM MOJ{eJly MapKeTHHT KOMy- 
HuKalMje a cBe y UMJby 3a0BOJbeha HHTepeca MoTpoulaya. MojesOM 3aOBOJberba 
WHTepeca NOTpomaya cTBapajy Ce yCIOBH 3a OAp»KaBalbe KOHKYPeHTCKe IpeHOCTH. 


3akby4ak 


CnpospeyeHa HcTpaxknBalba OMoryhusia cy OCTBapHBakbe TOCTaBJbeHHX LHJbe- 
Ba y BHA cio3Haje 3Hayaja Hajsion Mujalle 3a TPrOBHHY MOJIOBHOM poOom H ApyruM 
Tpou3Boquma. Hajson mujata je ZyOoKo y cBectu rpahana Hopor Caya. Hamepa je 
Ova a ce yKaxkKe Ha COUMJasIHH HM [pyWTBeHH KapakTep OBHX THjalla, al HW HUXO- 
Bor 3Hayaja y cBeTy. Umajyhu y Bugy fa ce OCHOBHM WHJb pala KOHIeCHTpule Ha 
yilory u 3Hayaj Hajsion mujatle y cBpxy cHagOeBatba Kylalla NOIOBHOM pobom c 
jeqHe cTpaHe, Kao H pe3ysITaTa eMIMpHjCKor UcTpaxnBalba C pyre cTpaHe, Heor- 
XOJHO je OTKJIOHHTH CBe IIpelipeke y KOMYHHKallyju WHjaqHa yipaBa, Ky u Wpo- 
WaBu, KOje MOTy 3ayCTaBHTH pa3BOj TMjalle. YBaxkaBarbeM HaBeJIeHuXx COUMjasIHHXx 
KapakTepHcTHKa MOTpomaya, HHXoOBe CaTHCHakUMje, OTKabakba JIWIeMa O 3Hayajy 
OBHX IIMjalla Ha TpxKULUTY, cTBopuhe ce NpermoctaBKe 3a pa3Boj. 3aKJbyyak je a ce 
Ha OCHOBY CTaBoBa IIpofaBalla HW MOTpomlaya au u rpahana Hopor Caya Moxe Jo- 
HeTH OfJyKa 0 MHBECTHUMJaMa Koje he JonpHHeTH KOHKYpeHTHOCTH oBe Tujalle Ha 
TpxuUTY. [lomMeHyTOM 3aKJbyuKy JOMpMHOCH HM Ca3Hakbe a cy oBe TMjalle y cBeT- 
CKHM pa3MepaMa BeOMa OTaH YMHWall TproBMHe, Typu3Ma HU rpaycKHx uHdpac- 
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NAJLON MARKET —- A TRADITIONAL INSTITUTION OF 
TRADE AND SOCIAL TRENDS 


Summary: Traditional trade institutions organised as fairgrounds 
represent certain market and social trends in the trade of second-hand goods and 
other products that are characteristic of such places. One of such institutions is 
the Novi Sad Fairground, better known as the Najlon Market. The paper includes 
a quantitative and qualitative methodological approach to understand the nature 
and importance of such markets in the world, with special reference to the 
Najlon market. The entire trade process is based on the interests of customers 
and consumers in the form of personal satisfaction. The model of development 
of this market is based on investment in operational decisions of sellers how to 
fulfill the interest of consumers and strategically in terms of eliminating 
deficiencies in terms of infrastructure and management. 

Key words: Najlon market, goods, trade, sellers, consumers, social 
movements 


Introduction 


Najlon Market is a specialised market institution that sells a variety of 
consumer goods, fruits and vegetables, second-hand goods, antiques, furniture, 
timber, firewood, livestock and livestock products. The role of the livestock 
market in modern times has been reduced, but pets and food for them are still 
traded. One of the oldest forms of trade in the past is the trade in used cars, 
which in the age of the information age is losing market potential with online 
trade, car dealerships and used car dealerships for legal entities and individuals. 
According to the classification of activities, the Najlon Market belongs to the 
traditional manifestations. According to the Law on Trade of the Republic of 


* nedeljko.prdicns@gmail.com 


Nedeljko Prdi¢, Najlon Market — A Traditional Institution of Trade and Social Trends 





Serbia, traditional events are fairs, festivals and other events where, as part of 
cultural, musical, sports and other social activities, certain goods/services are 
sold, and in accordance with the customs related to these activities and the area. 
Analysing the structure of trade on this market, we can classify it as a fair 
according to this law. 


Today, the Najlon Market covers an area of about 38,000 m’. Out of a total 
of 2871 points of sale, 509 are intended for the sale of used cars, and there are 25 
business premises and 3 refrigerated display cases in the constructed facilities 
within the market. (www.nstrznica.co.ts). 


There are spatial and market conditions for the activity of this market. 
Increased market utilisation and increased revenue can be achieved by adopting 
and implementing an adequate marketing strategy for the supply of goods and 
the utilisation of car sales outlets by promoting sales and stimulating customers 
and consumers to visit the market. 

Food and poverty are always part of the security risk. Social vulnerability 
for the most part gives priority to flea markets and prevents alienation among 
people. Population growth and poverty determine people in the social and 
cultural sense to become regular visitors to the markets. This aspect also 
contributes to social security in terms of finding ways to meet their needs. 

When it comes to methods, research is based on the application of special 
methods of knowledge and marketing research methods. Among other methods, 
a comparative marketing research method was used, which is a combination of 
the historical method and the marketing research method. The traditional 
application of the historical method is observed from the angle of existence of 
these markets on a global scale, determined by inertia, which is reflected in the 
comparison of the Najlon Market and the significance of these markets in the 
world. The survey questionnaire is used as a marketing research method. The 
paper uses special methods of cognition such as analysis and synthesis, methods 
of statistical data processing in the form of tables and graphs. In addition to the 
mentioned methods, a special kind of knowledge is drawn from the historical 
attitudes of people about the Najlon Market. A special type of theoretical 
contribution to the research is based on the author's own knowledge and 
experience who has been dealing with this issue for a long time and secondary 
sources of information. The aim is to point out the historical and social 
significance of the Najlon Market in trade by applying marketing research 
methods and to assess the perspectives of its development in the future. 


The importance of traditional markets in the world 


In a global sense, the projection of the development of market activity 
should be sought between further content enrichment of the offer, infrastructural 
arrangement and equipment of markets, on the one hand, and preservation of 
their specifics, on the other hand. (Lovreta 2008, 281). 
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Thus, the concentration of supply in the global market can be increased by 
market segmentation. Segmented marketing enables the offer of used goods, 
prices and the direction of distribution channels to trade fairs and commodity 
markets. The positioning of these markets will further increase the infrastructural 
arrangement and the quality of services to the sellers. 


Najlon Market in the context of the development of second-hand trade 


The specificity of the Najlon Market is the trade in used goods that can 
still be used for their original purposes. All those products can be considered 
used goods, except cosmetic preparations, food products and products made of 
precious metals and precious stones. The exact number of visitors to Najlon 
Market is not statistically managed and published. The Novi Sad Najlon Market 
is open on Fridays, Saturdays and Sundays. The emphasis of the analysis is the 
work on Sundays, which has a traditional foothold and social significance among 
the inhabitants of Novi Sad. 

The plan is to adjust the surrounding streets to the needs of this market, 
which primarily refers to a significant increase in parking spaces for visitors, of 
which there are sometimes more than 50,000 on Sundays nowadays. 
(www.nstrznica.co.rs). 


The Najlon Market was created in the 1960s as an individual sale of 
second-hand goods. With the spatial expansion, the offer of goods grew and the 
offer expanded to antiques, old appliances, used furniture, firewood, timber, 
livestock and animal feed. Counting the offer and the trade possibility of the city, 
this market has become a weekly almost obligatory day for the citizens of Novi 
Sad. The week was especially significant in the used car trade. You even had to 
come to the market on Fridays to be able to sell your car. In the 1970s, 1980s 
and 1990s and in the 2000s, the Najlon Market was the most important place of 
trade in used cars in the region of Vojvodina. With the emergence of private 
companies engaged in this business, there was very serious competition. In 
particular, there was a serious decline in the sale of used cars after the mass use 
of the Internet in sales and communication. The Najlon Market can still maintain 
a certain level in the sale of used cars by increasing the concentration of supply 
of other products and other interests that can be realised for sellers and buyers in 
the market. The strategy of enabling better arrangement and access to the market 
will certainly enable greater concentration of the offer. 


The results of empirical research 


The research of the attitudes of the citizens of Novi Sad about the Najlon 
Market was conducted in the very centre of the city, with the goal of finding out 
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an objective opinion without a direct presence. In a sample of 400 hundred 
citizens in the period from June | to 15, 2021, the answer to the specific question 
of what the Najlon Market means to you was the following: 

— 60% - It means a lot to me 

— 35% - It means to me 

—5% - It doesn’t mean much to me. 


Have you visited Najlon Market? The answer was as follows: 
— Yes - 85% 
—No- 15%. 


Do you plan to continue going to the Najlon Market? The answer was as 
follows: 

— Yes - 65% 

— don't know - 20% 

—No- 15%. 


Analysing the stated data, we see that the Najlon market left a deep 
impression in the consciousness of the people of Novi Sad. For about 60 years, 
there has been a Najlon Market in the northern suburbs of Novi Sad as one of the 
city's symbols. If we do not count modern global events, urban cultural events, 
sports events, local cultural and social events, everything except that - “Najlon” 
is more than a market. On Sundays Najlon is a special event and pleasure in 
terms of buying products that cannot be found elsewhere, meeting and social 
contact with acquaintances and friends, and even an early breakfast “burger” in a 
familiar place. It is not surprising that among the people there is a thought that 
“everything from a needle to a locomotive” can be found on Najlon. Based on 
personal impression, going to the market, we notice that most customers are 
familiar with the goods, places of sale, good offer, shopping skills. The so-called 
“bargaining” on the Najlon Market separates us for a moment from modern 
shopping centres, but it reminds us of some world destinations where bargaining 
is part of the sales and buying process. 


Survey of the attitudes of sellers of goods 


When it comes to the attitudes of sellers of goods, the research question is 
structured so as to assess the satisfaction of sellers with the place of sale. The 
reason for choosing this question stems from the direct knowledge that the point 
of sale is a very important segment of sales. The research was conducted on a 
sample of 50 sellers who sell second-hand goods, antiques and all other things 
except cars in the period from 6th to 20th June of 2021. The research was 
conducted with the help of a survey questionnaire structured so that each seller 
could complete one of the following answers: satisfied, answers me, could be 
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better, I'm not sure and dissatisfied. One of the important items in composing the 
question is the typology of the interlocutor. One of the most important 
characteristics of these salespeople is the professionalism that consists of the 
idea and concept that will bring them success. Their success is tailored to the 
needs of their customers and consumers. 


Table No.1. Results of the assessment of the seller's satisfaction with the points of sale 





Are you satisfied with the point of sale Average value Standard deviation 





Satisfied 4,1 0: 0.57619441163552 





Suits me fine 3,6 





Could be better 3,5 





Not sure 2,8 








Dissatisfied 2,5 





The data from the previous table show us the average value of the seller's 
satisfaction with the point of sale. Satisfied are 4.1 sellers, 3.6 of them answered 
that it suits them fine, the answer it could be better was given by 3.8 of them 
while 3.5 is not sure and only 2.5 are dissatisfied. The average value of 
measuring seller satisfaction with the point of sale is from 2.5 to 4.1. As our 
conclusion is carried out on the basis of the sample, the average value of the 
satisfaction of the sellers with the point of sale is 3.3. The research covers all 
areas where second-hand goods and other products are sold. 


The standard error is 0.3742 and the standard deviation is 0.57619441 163552. 


Seller satisfaction with the point of 
sale 


Sellers satisfaction with 
the point of view 


OrRNWHAU 





Satisfied Suits me fine Could be better Not sure Dissatisfied 


Histogram 1: Seller satisfaction with the point of sale 


When it comes to sellers, the answer to the specific question of whether 
you are satisfied with the prices of rents is as follows: 
— Prices are high 38% 
— Prices are realistic 40% 
— Prices are affordable 22%. 
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If we analyse the previous data, we see that 40% of sellers think that the 
prices are realistic, 38% that the prices are high, while 22% think that the prices 
are favourable. From the above, it can be concluded that the sellers would be 
satisfied with a smaller reduction in the rental price. 

To the specific question whether you are satisfied with the working 
conditions on the market, the answers are as follows: 

— Satisfied 45% 
— Partly satisfied 36% 
— Dissatisfied 19%. 


From the above data, we see that the sellers are generally satisfied with the 
overall working conditions in the market. Based on the communication findings, 
their objections are mainly related to the provision of additional services by the 
lessor on the market. 

To the specific question of whether you are satisfied with the sale, the 
answers were as follows: 

— Good 48% 
— Satisfactory 27% 
— Poor 25%. 


Selling is the most important part of the trading process. Satisfaction with 
the sale was expressed in percentage by a large number of sellers. The number of 
satisfied people is also high. However, it should be noted that a quarter of sellers 
are dissatisfied. To the specially prepared question for the sellers to write 
themselves which is the problem that reduces the quality of their work and the 
volume of sales, the answers were as follows according to the number of 
answers given: 

— Lack of funds among customers/clients 

— The amount of rent 

— Changing customer habits with the advent of competition 
— Lack of help and incentives for market vendours 

— Something else. 


This question was offered as an open answer so that the respondents were 
allowed to freely formulate answers, statements, suggestions, remarks and the 
like. 

When it comes to car sellers on a sample of 20 sellers in the period from 
6" to 20" June 2021 to the specific question of whether you are satisfied with the 
terms of sale, the answers were as follows: 

— Yes - 68% 
—No - 32% 
What is the biggest problem in car sales the answers were as follows: 
— Competition - 43% 
— Lack of funds - 49% 
— Other problems - 8% 
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What needs to be done to make sales higher: 
— Enable basic vehicle inspection at the market - 37% 
— Promote the market - 35% 
— Parking space around the market - 28%. 


The previous views of used car sellers are mostly known facts from the 
market itself. Their answers can encourage decision makers to change the current 
situation. In the continuation of the paper, we will pay more attention to the 
views of well-known authors when it comes to the effects in trade in the form of 
personal communication with consumers. 

Socio-psychological categories represent a special type of ability that is 
based on the tendency to perform certain types of work, which in addition to 
business skills includes exerting influence through direct communication, and in 
order to increase better understanding in order to achieve positive business 
effects. (Prdi¢ 2021, 99). 

We notice that it follows from the above that these categories in the social 
and communication sense represent the ability of sellers in the market to 
influence customers to buy goods. The sale achieves business effects and 
increases the level and duration of direct communication and makes the seller 
successful. 


It is common for consumer segmentation to be performed according to one 
of the following criteria: consumer characteristics, product characteristics, 
purchasing behaviour, quality of service required, value achieved, and other 
criteria. (Bailey et al., 2009, 159). 

The originality of consumer segmentation in the market is obvious. 
Identifying the needs of second-hand consumers is a special segment of the 
global market. These consumers differ in many characteristics and successful 
sellers must find the most profitable ones. However, modern circumstances 
challenge the targeting of competition and the development of sales strategy in 
the market. 


Survey of customers and consumer attitudes 


Consumer satisfaction occurs at the end of the last century, when the 
consumer society was objectively created. Consumer satisfaction according to 
Javalgi consists of three related concepts, the first concept because the 
expectation from the product or the delivered service, the second concept is the 
fulfillment of consumer expectations, and the third concept is the comparison of 
the received service with previous expectations. In the academic literature and 
practice, there is a large number of surveys of consumer satisfaction in the field 
of product sales and delivered services. 
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When it comes to consumer satisfaction in commodity markets, there are 
certain works that deal with this issue, but they are insufficient. The 
requirements of buyers and consumers in the markets, and especially in the sale 
of second-hand goods, are quite specific. Namely, a small number of works and 
studies are dedicated to satisfying the interests of consumers in commodity 
markets. The specificity of the Najlon Market is the sale of used goods, cars and 
other items. When it comes to the basic research question of consumer 
satisfaction, the scale of ranking and calculation of the average score for each 
answer to the question was determined according to the following criteria: 

— Without any significance 
— Almost irrelevant 

— Less significant 

— Significant 

— Extremely significant? 


Buyers and consumers give ratings from | to 5 to the offered answers, 
having more alternatives for the rating itself and how much importance they give 
them. The number of surveyed consumers is 500. The survey aimed at customers 
and consumers at the market was sampled so that 50 customers were surveyed 
on Fridays and Saturdays. Other customers/consumers were surveyed on 
Sundays. A large number of respondents on Sundays derive from the traditional 
importance of Sunday trading and the large number of sellers as well as the 
frequency of consumers. According to the data of JKP Trznica Novi Sad, the 
number of visitors sometimes exceeds 50,000 on Sundays. 


Table no. 2. Results of the assessment of consumer satisfaction with the purchased goods 





Are you satisfied with the purchased goods? Average value Standard deviation 





Excellent 5.1 0.99116093546911 





Very good 4.9 





Good 4.1 





Satisfactory 3.2 








Bad 2.5 





According to the results of the applied tests, we conclude that the average 
value of the consumer's assessment of the purchased goods ranges from 2.5 to 
5.1. The average assessment of consumer satisfaction with the purchased goods 
is 3.96. This rating of almost 4 is very high and shows the basic satisfaction of 
customers and consumers with the selected goods. 


The standard error is 0.5099 and the standard deviation is 0.991 16093546911. 
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Results of the assessment of consumer 
satisfaction with purchased goods 


Results of the 
assessment 
sf @ of consumer 
satisfaction with 
purchased goods 


Biicslleiit Very cod Good " ketety Bad 
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Histogram No.2. Results of the assessment of consumer satisfaction with purchased goods 


To the specific question of how long you go to the Najlon Market, the 

answers were as follows: 
— Over 20 years - 18% 
— Between 10 and 20 years - 35% 
— Less than 10 years - 47%. 

The importance of the Najlon Market in the minds of consumers is also 
expressed by their long-term visit to this market, which is certainly part of their 
life habits. 

To the specific question of whether you will continue to come to the 
Najlon Market, the answers were as follows: 

— Yes - 55% 
— I don't know - 35% 
— Twill not - 10%. 

From the above, it can be concluded that consumers still see this market as 
part of the shopping market. 

The answers to the specific question of your motives for coming to the 
Nylon Market were as follows: 

— Large product selection - 28% 

— Large number of sellers - 21% 

— Ican compare goods with the competitors’ offers - 19% 
— I know the seller - 18% 

— Ican find products that are not found elsewhere - 14%. 

To the specific question whether you are satisfied with the purchased 
goods, the answers were as follows: 

— Yes - 68% 
— No - 32%. 
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From the previous paragraphs, we see that a large offer, the knowledge of 
the seller, the advantage over the competition is the basic motive that draws 
consumers to this market. Satisfaction with the purchased goods is great and 
represents a good basis in the consciousness of consumers that determines them 
to buy at the Najlon Market. 


To a specific question about the quality of the product, the answers were 
as follows: 


— Good - 42% 
— Medium - 40% 
— Poor - 18%. 


Satisfaction with the purchased goods is great, but the individual quality of 
the product may deviate from the overall attitudes of consumers. This quality 
assessment depends on the type and number of products purchased at a given 
time. However, consumers' assessment of quality can serve as a good basis for 
sellers to develop a communication strategy in order to enrich the offer. 


The answers to the specific questions of the overall evaluation of the 
market were as follows: 


— It is good - 38% 

— It can be better - 21% 

— Higher level of customer service - 23% 
— Insufficient parking - 18%. 


The obtained consumer segments can serve as a basis for the strategic 
positioning of these markets on the general market of the Republic of Serbia, but 
also as indicators of gaining a competitive advantage of these markets with 
similar competitive centers. Competitive shopping malls that sell goods have less 
supply. However, these goods are new, but the price is also acceptable. The 
strategic positioning of these markets must be focused on the concentration of 
supply. Considering that “branded” second-hand goods that satisfy the obtained 
quality for the paid value are also sold on the Najlon market, there is a chance 
for the market position of the market. In the continuation of the paper, we will 
find out the views of a leading scientist in the field of marketing and 
communication on personal sales. 


It has been proven that word-of-mouth communication has high credibility 
and is closely related to sales, and advertising is just a “spark” that ignites the 
conversation. (Keller et al., 2012, 460). 

On the example of the Najlon Market, word-of-mouth communication has 
a special meaning in the form of a living word. In this case, a living word can 
mean a partnership with customers. It is manifested through close 
communication between sellers and buyers, but the partnership can be enhanced 
by promoting the product on the market and beyond. Satisfied customers in 
terms of quality and price of purchased goods are the best promoters of sales and 
certain exclusivity. Consumer satisfaction becomes a strategic advantage and 
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direct marketing that brings commitment and profit. However, despite the fact 
that consumers accept them, the quality and credibility of such ratings can be 
questioned. (Sridhar et al., 2012, 72). 

Namely, success in communication with consumers has its limitations and 
credibility. Their thoughts can dominantly influence the level of interesting and 
friendly relationships. From the above, in the specific example, it is envisaged to 
check loyalty with sales records and visit the point of sale in a certain period of 
time. In order for this concept of checking consumer intentions, which can 
always be questioned, to be credible, it is necessary to apply world experiences 
and keep customer books in detail. 


Social and economic significance of the Najlon Market and development 
perspectives 


As society and economic development developed, the Najlon Market had a 
special and different significance. Goods in real socialism crossed all barriers 
and appeared on the market. We will only mention the example of jeans as a 
modern western product that was on the market through various channels and 
was a certain standard and social prestige at that time. The development of the 
market in the late 1990's stems from the period of “smuggling” as the course of 
time. The economic importance of the market is growing with the development 
of commodity markets throughout the country. The development of the economy 
and society has produced market competition, but the social role of these 
markets is primarily important due to: 

— A large proportion of sellers are people who have lost their jobs or do not 
have a permanent job 

— Most customers and consumers fall into the category of lower standard or 
social vulnerability. 


In addition to this fact, data from the field indicate that a large number of 
“celebrities” come to the Najlon Market on Sundays, partly due to the purchase 
of branded second-hand items, due to special events, but also to the nylon itself 
on Sundays. When it comes to sellers of goods at the Najlon Market, and based 
on the overall aspects of the research, the following is recommended: 

— Collecting more information and data on customer needs, personal affinities 
and preferences, personal life circumstances, personal beliefs and 
convictions, but also on a specific product 

— Satisfaction of the customer's interests in the offer, understanding of their 
economic situation, interesting joint care for the customer 

— Encouraging the customer to give their opinion and interests 

— Putting the customer in a position of interest 

— Let the customer know through conversation that you understand him 

— Finding solutions for the customer through the offer of various options. 

— Building mutual interests and loyalty. 
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Based on the results of the research, we can conclude that the sale of used 
goods is a special kind of skill and professionalism. The result of the sale must 
be satisfaction with the sale, where as a final result we have a satisfied customer 
and good and increased sales. Modern times and the process of globalisation 
through complex market conditions, huge competition, gave the task to sellers of 
second-hand goods through the fight “chest to chest” using the well-known 
postulates of this sale “bargaining” and the fight against basic living standards. 
Based on the results of research on the attitudes of sellers, their own experience, 
general importance of the product for the general population we can conclude 
that the basic elements of customer satisfaction: 


— The product in terms of its usefulness, quality and value for money 

— Sales based on verbal communication and terms of sale 

— Time after sale through the prism of complaints, resolving complaints and 
replacing goods 

— Various elements in sales that can make the buyer satisfied in mutually 
harmonized interests with the seller. 


Based on the attitudes of customers and consumers, the importance of the 
market for the citizens of Novi Sad, shopping experiences gained in conversation 
with market visitors, the following activities are needed to improve, preserve and 
develop the market in the future: 

— Building consumer confidence through anticipation, experience and 
customer relationships 

— Creating a product offer based on “brand” in the form of loyalty and trust 

— Building your own customer loyalty rules 

— Reviewing loyalty using integrated database-based communication tools 

— Striving for enthusiastic customers 

— Promotion of the market by all participants in the purchase process. 


From the previous recommendations and the social role of these markets, 
the increased number of city residents, we see isolation and alienation from 
people. Lack of work and all other social and demographic characteristics of 
people can, with a certain public incentive, mean a safe house. 

For a huge number of citizens, the prospects for such a development are 
not promising: the future ahead of them is bleak, and their existential threat is 
inevitable. (Despotovi¢ et al., 2017, 303). 

Historically, the evolution of the market has been linked to people's lives. 
If we analyse the above, we can still conclude that in modern turbulent times, the 
existential endangerment of people can be reduced by investing in these markets. 
In addition to cultural factors, our shopping behaviour is also influenced by 
social factors such as reference groups, family, and social role and status (Kotler 
et al. 2017, 159). 

Understanding closeness to consumers is the key to successful market 
sales. Modern global conditions provide for the knowledge and verification of 
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the consumer's family, social and economic status. New discoveries about 
consumer intentions need to be applied in the context of new knowledge and 
analysis. Emerging forms of state benefits and recognition - State aid can take 
several forms, which differ in the nature of the aid granted and in the conditions 
associated with it. (Milojevi¢ et al., 2020, 621). 

The concept of state aid has an undoubted impact on the overall standard 
of living of the population. Stimulating sellers in the legalisation of trade in these 
markets encourages their economic position and the standard of buyers of goods. 
State grants and money givings can improve sales conditions and increase the 
competitiveness of these markets. 

The service concept itself consists of three intertwining systems: 


1. Operating system of the service, invisible to customers, and points of 
contact, visible to customers 

2. Service delivery system and 

3. Marketing services system. (Grando et al., 2007, 112). 


Analysing the concept of services from the point of view of development 
of the Najlon market, operational services can be in the form of introducing 
additional levels and standards in the use of services. The service delivery 
system should be provided through a customer relationship management system. 
Finally, through marketing instruments of promotion, an _ integrated 
communication model should be built that will include the interests of 
consumers and buyers, sellers, the public company JKP Trznica and city 
structures. The business success of the market depends on the ability to create a 
competitive advantage and maintain communication with consumers. (Prdi¢ et 
al. 2021,372). 

The business success of the market depends on the ability to create a 
competitive advantage and maintain communication with consumers. (Prdi¢ et 
al. 2021,372). 

By integrating the concept of providing services and the business success 
of markets, we are actually explaining the essence of the existence of markets. It 
can be concluded that the elements of market success of the market are contained 
in the planning model of marketing communication, all in order to satisfy the 
interests of consumers. The model of satisfying consumer interests creates the 
conditions for maintaining a competitive advantage. 


Conclusion 


The conducted research enabled the achievement of the set goals in the 
form of understanding the importance of the Najlon market for the trade in 
second-hand goods and other products. The Najlon Market is deep in the 
consciousness of the citizens of Novi Sad. The intention was to point out the 
social and societal character of these markets, but also their importance in the 
world. Bearing in mind that the main goal of the paper concentrates on the role 
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and importance of the Najlon Market in order to supply customers with second- 
hand goods on the one hand, as well as the results of empirical research on the 
other, it is necessary to remove all barriers to communication that stop the 
development of the market. By respecting the stated social characteristics of 
consumers, their satisfaction, eliminating dilemmas about the importance of 
these markets on the market, preconditions for development will be created. The 
conclusion is that based on the attitudes of sellers and consumers, but also the 
citizens of Novi Sad, a decision can be made on investments that will contribute 
to the competitiveness of this marketplace on the general market. The knowledge 
that these markets are a very important factor in trade, tourism and city 
infrastructures on a global scale also contributes to the aforementioned 
conclusion. 
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